1875 EDITORIAL INDEX 


Dealer features, articles and surveys which appeared 
in 1975 issues of Farm Store Merchandising are in- 
dexed by subject matter and listed in chronological 


Advertising 
Advertising: Not a cure-all, but vital 

ING 6s x ativan ecasenanandeeawes Apr. p 
Agricultura! advertising attitudes 


Agricultural chemicals 


Pesticides: A call for reasonableness 

Ag chemical business is tight .......... a». Mar. 
Custom application and herbicides make 

_ .a profitable combination 

Ag chemical dealers go “one step 


Follow label instructions 

Pesticide iaws and the EPA 

Cunha: Let's change from a biological 
to a chemical zero 

Inoculation produces results for Bogard... 

Farm yard weeds controlled by chemical 
program 

Fertilizer & chemical equipment guide .... 

All you ever wanted to know about grain 
preservatives 

Washington Report 

Washington Report 


Animal health products 
Longhorn’s horse health sales reach 


Belstra profits from change 

Put “zing” in health products sale 

On-farm, in-store programs foster health 
products sales 

Product knowledge, display are animal 
health sales keys 

Emphasis: Animal health 

Health products make Vet-Med thrive .... 

Animal health guide 


Changes, remodeling, expansion 

Fire destroys mill, but ignites firm’s 
growth 

Michigan f..m finds changes are for the 
better 


order of appearance for your reference. We suggest 
you save back issues and refer to them using this 
index. 


Bag feed dealer finds new life in 
natural foods 
Urban sprawl leads to product sprawl .... 
Belstra profits from change 
Co-op triples sales and doubles building 


Reputable builder, good contact vital in 
construction 

Second farm store helps cut costs 

Sunderman hopes to derail abandonment 
procedure 

What will the dealer of 1980 be like? ..... Nov. 

1980 grower will be different 

Big Apple prospers with general store 
approach 


Custom application 


Custom application: What it takes to do 
the job 
Custom application and herbicides make 
a profitable combination ....... emia wh Mar. 
Parman’s thrives on custom application ... 
Farm yard weeds controlled by chemical 
program 
Be willing to work more than eight 
hours a day 
Custom application costs of three main 
systems 


Danco 


The endangered species 

The bush league robber baron 
The sterile hybrid 

The custom built corporation 
Rasputin and the family business 
Where do I go for help 


‘Economy 


The marketer’s role in a shortage 
economy 
continued 
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EDITORIAL INDEX/continued 

Recéssion will help kill inflation 
psychology 

1980 grower will be different : 


Editorials 

Needed: Bold, thoughtful leadership 
Fertilizer demand will be up 
Pesticides: A call for reasonableness 
Things will never be the same again 


What’s expected of the salesman? ........ May p. 


One cost you can control 

Dealer scares No. | 

We're in this together 

Rural outlook brightens 

Put “zing” in health products sales 
Capitulation spells disaster 


Feed 


Laverty believes in full service 
Bag feed dealer finds a new life in 

natural foods 
Truckload sales “smoke out” customers ... 
Feed research leads to $1 million sales .... 
Three dealers tell why they sell liquid 


The feed buying decision.............. an 

Feed handling equipment roundup 

Alfalfa meal maker finds success in 
retail sales 

Trindal’s overcomes times with four 
divisions 

Determination key factor in feed quality .. 

Belstra profits from change 

Farmers have specific feed brand choices. . 

Sales triple with psychology, understand- 
ing and hard work 

Wisconsin dealer asks for business 

90% of customers never visit firm’s store .. 


Fertilizer 


Fertilizer demand will be up 
Five year fertibizer forecast 
Phosphates: Worse in 1975, 
better in 1976 
Potash: Tight supplies, high prices 
Fertilizer production to equal demand by 


Fertilizer industry must cope with 
responsibilities, restraints 

4-6% supply increase not enough 

Luck has little to do with Luckey Farmers 
$11 million success 

Parman’s thrives on custom applications .. 

Demand for custom services is growing 


Fertilizer & chemical equipment guide .... 

Don’t treat soil like dirt 

A look at tissue analysis 

Oklahoma store cultivates versatility 

Sampling indicates buyer resistance to 
fertilizer 
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Custom apphreatrorr costs of three: maim 


systems 


Grain marketing 


Laverty believes in full service 
Cunha: Let’s change from a biological 
to a chemical zero 
Rice crop has strong impact 
Sunderman hopes to derail abandonment 
procedure 
Oregon firm adds needed cleaning plant... 
Free market leads to wide swing in 
grain prices 
90% of customers never visit firm’s 


Horse supplies 


Dealer knowledge vital in selling the 

horse market 
Truckload sales “smoke out” customers ... 
Longhorn’s horse health sales reach 


Management 


3 ways to analyze a farm store 

Custom application: What it takes to 
do the job 

The marketer’s role in a shortage 
economy 

The three main problems 

How to handle danger signals for elevator 
financial management 

Records, financial statements are vital 
in money management 

3-fold success remedy 

Second farm store helps cut costs 

MBO program stresses managing ~ 
for profit 

Dealers praise MBO program 


Oregon firm adds needed cleaning plant. . . Sept. 


Oklahoma store cultivates versability 
My most profitable idea 
Managing a fertilizer operation 
for profit 
Helicopter gives lift to installation 
Complete records, planning boost 
earnings 


Profiles of dealers 


Fire destroys mill, but ignites firm’s 
growth 

Sideline ventures add profit to family- 
run firm 

Laverty believes in full service 

Luck has little to do with Luckey Farmers 
$11 million success 

Ag chemical dealers go “one step 
further” 
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continued 
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These five 
value features 


could make Hypro’s new 
belt-driven centrifugal 
pump your best seller 


1. Beit tightener of award- 
winning design eliminates 
troublesome idler. 


ice 2 t= ~~ 
| ae 


2. Molded 
glass-filled 
nylon impeller. 


covers entire 
belt drive. 


4. Safety quick- 
coupler lets you 
mount the pump 
on a tractor PTO 


in seconds. : 2 
5. High-chrome stainless steel 


shaft with mechanical seal 
resists corrosion. 


Desianed for farm use on the big spray rigs, with 
plenty of capacity at pressures up to 50 psi, the 
Hypro belt driven centrifugal belongs in your 
mercnandise display. 

Hypro's big national advertising program in 
Farm Journal, Successful Farming, Progressive 
Farmer. and Farm Industry News will help 
you sell them. ; 


Be sure you have the Hypro catalog, particularly 
Form 220 describing this new pump. 


| Ex yRPro. / (si) 


A division of Lear Siegler, Inc. 


Please send data on the improved belt driven pump [] 
Please send a complete dealer catalog [] 
Please have a representative call (] 


351 Fifth Ave NW, St. Paul, Minn. 55112 | 


Name 





Company 





Address 





Town County. | 





State 
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EDITORIAL INDEX/continued 
Follow label instructions 
Michigan firm finds changes are for the 


Bag feed dealer finds new life in natural 


Truckload sales “smckes out” customers . 
Longhorn’s horse health sales reach 


Parman’s thrives on custom application... 

Urban sprawl leads to product sprawl .... 

With productivity Norco “Bridges” 
troubled waters 

Feed research leads to $1 million sales .... 

Three dealers tell why they sell liquid 


Inoculation produces results for Bogard... 
Alfalfa meal maker finds success in 
retail sales 
Trindal’s overcomes times with four 
divisions 
Move to shopping center hailed by feed 


Montanan proves “American dream” still 
possible 

Belstra profits from change 

A & A is A-l in anticipating customer 


Co-op triples sales and doubles building 


Reputable builder, good contract vital 
in construction 
Fertilizer dealer relies on service first 
Farmers have specific feed brand choices... 
Sales triple with psychology, understand- 
ing and hard work 
Be willing to work more than eight hours 


Second farm store helps cut costs 

Wisconsin dealer asks for business 

Oklahoma store cultivates versability 

Big Apple prospers with general store 
approach 


Promotions 


Truckload sales “smoke out” customers .. April p. 
With productivity Norco “Bridges” troubled 


Trindal’s overcomes times with four 
divisions 

Montanan proves “American dream” still 
possible 

A & A is A-I in anticipating customer 


Seed . 


Seed corn supplies will be tight 
Inoculation produces results for Bogard... June p. 


Selling - service 


Sales compensation programs should 
produce optimum results 
continued 
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EDITORIAL INDEX/continued 


Dealer knowledge vital in selling the 
horse market 


Truckload sales “smokes out” customers .. 


Longhorn’s horse health sales reach 
$137,500 


Inoculation produces results for Bogard... 


Alfalfa meal maker finds success in 
retail sales 
Co-op triples sales and doubles building 


Demand for custom services is growing 
Fertilizer dealer relies on service 
Sales triple with psychology, under- 


standing and hard work 
Be willing to work more than eight hours 


British salesmanship down on the farm ... 


On-farm, in-store programs foster health 
produces sales 
Managing a fertilizer operation for 


Product knowledge, display are animal 
health sales keys 


Health products make Vet-Med thrive .... 


Big Apple prospers with general store 
approach 


Shortages 

Dealers give tips on how to cope with 
shortages 

28.5% are losing loyal customers due to 
shortages 

Seed corn supplies will be tight 

The marketer’s role in a shortage 
economy 


Surveys 

Potash: Tight supplies, high prices 

Opening the valve at the end of the 
Pipeline 

Agricultural advertising attitudes 

Sampling indicates buyer resistance to 
fertilizer 

Washington Report 

Farm supply sales continue to climb 


Trends 

Farm land plentiful 

Feed equipment manufacturers see trend 
towards larger machines 

Reputable builder, good control vital 
to construction 

Some sales are down, but optimism 


Rural outlook brightens 

The dealer’s role in the future 

Free market leads to wide swing in grain 
prices 


JANUARY 1976 


What will the dealer of 1980 be like? ..... Nov. 
1980 grower will be different 


Animal Health Update 


Klean-Krop 
Agrox 2-way and 3-way 








Four sides ave 
Deiter than one. 


And more profitable. It’s just that 
simple. 

You get a complete assortment of 
welded, weldless and decorator =~ 
chain, a variety of cable, 30 bins 
of accessories and an optional —: ig 
ratchet-type chain cutter all ~~: 
packed into a sales making .“- i 
4-sided display that ies up * 
just 4 A . ft. of floor space. 

To learn more, write: 
bell Chain Company, 
ox 3056, York, PA 
17408 Or call your 
Campbell ee 
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